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Mixed Cars Our Specialty Mixed Cars Our Specialty 


Mixed Cars Our Specialty 


Mixed Cars Our Specialty Mixed Cars Our Specialty 


“A Complete Stock of Flour and 
Feed in One Car” 


MILL ROSE FLOUR—fancy short patent spring wheat; PRIDE OF 
WISCONSIN—White patent ryee GRAHAM FLOUR, CORN 
MEAL, BUCKWHEAT FLOUR, CREAMOLA Breakfast Food. 


A-C DAIRY RATION A-C SCRATCH FEED 
A-C BABY CHICK FEED A-C CALF MEAL 
A-C DEVELOPER FEED A-C EGG MASH 

A-C FATTENER 


MONARCH SCRATCH FEED MONARCH DAIRY FEED 


PURE BRAN AND STANDARD MIDDLINGS, FLOUR MIDDL- 
INGS, RED DOG, OIL MEAL, GLUTEN FEED, COTTON SEED 
MEAL, SIFTED CRACKED CORN, GROUND OATS, GROUND 
FEED, CHOP FEED, OYSTER SHELLS, POULTRY GRIT. 


CORN OATS WHEAT 


Our Flour Mill and Mixed Feed Plant are modernly equipped in every respect, 
and our shipping facilities are surpassed by none. 


Phone or Wire us, for prices, when in the market. 
Personal attention given to all orders, large or small. 


“SERVICE ABOVE SELF. HE PROFITS MOST 
WHO SERVES BEST.” 


WISCONSIN MILLING COMPANY 


MENOMONIE, WISCONSIN 


Mixed Cars Our Specialty Mixed Cars Our Specialty 
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BECAUSE HE KNOWS THAT 
THE MONEY SPENT FOR 
“TRUE VALUE” 


FEEDS 
MEANS REAL VALUE 


RECEIVED IN RETURN. 


THE LADISH COMPANY 


DEPT. B 


Long Distance Phone Orchard 7010 
MILWAUKEE 


WISCONSIN 
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Hales 
Milling 
Co. 


Ist Ave. Viaduct 
and Lake St. 


MILWAUKEE 


Manufacturer 
of 

Egg Mash 
Chick Mash 
Growing Mash 
Baby Chick Feeds 
Scratch Feeds 
Pigeon Feeds 
20% Dairy Feeds 
16% Dairy Feeds 


Write 
for 


Samples 


Less than 
Carloads 
Our Specialty 


BUY THE BEST 


ARCADY DAIRY FEED 


16% Protein 


“The Old Reliable 16% Feed’”’ 


AND 


Full Line Arcady Wonder Feeds 


MADE BY 


ARCADY FARMS MILLING COMPANY 


CHICAGO, ILL. 


SOLD BY ALL GOOD DEALERS 


DAVID KNOX STEENBERG 
Managing Editor 


The Feed Bag is published monthly by the Editorial Service Co., 
Inc., 86 Michigan Street, Milwaukee, Wis. The Feed Bag is circulated 
among and edited strictly in the interests of every feed, flour, grain, 
salt, coal and allied products dealer of Wisconsin, Northern Illinois, 
Upper Michigan and immediate adjoining sections of the states of 


Minnesota, Iowa and Indiana. 


The Feed Bag offers an unusual, efficient and highly concentrated 
advertising service to selected clients. Advertising rates, closing 
dates, etc., may be had by writing The Feed Bag publication office for 
the same. The Feed Bag mailing date is the 25th of each month pre- 


ceding the month of issue. 


Address all correspondence to The Feed Bag, 86 Michigan Street, 


Milwaukee, Wis. 


Copyright, 1925, the Editorial Service Co., Inc. 
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Volume One 


OCTOBER, 1925 


Number Three 


Do You Dealers Merchandise Coal, 
Or Just Handle Itr 


Use Producers’ Helps - Advertise And Sell A Quality Brand 
And Maintain A Real Coal ‘‘Service’”’ Station, Expert Advises 


HERE has been so much said 

; on the subject of advertising 

that it looks mighty funny to 
offer any more contributions. Here is 
a thought, however, that can be re- 
peated many times without any harm 
being done—the only ad that counts 
is one that sells the goods, and to sell 
the goods the ad must be used and 
used plenty. 

No ad “means anything” unless 
someone gets behind it and has it 
broadcast throughout the country, 
and then gets behind what the ad says 
and ‘delivers the goods.” If this last 
detail isn’t attended to it’s best not to 
advertise at all, because ads have 
power, and if people who advertise 
don’t live up ,to their advertised 
promises, people get onto them in a 
hurry. It is a proven fact that a dis- 
honest firm, or one that exaggerates 


its claims, goes out of business ° 


quicker after it commences to adver- 
tise than before. The reverse rule ap- 
plies to honest firms—they grow 
when they advertise right. 
Advertising Is Powerful 
Advertising makes people you never 
saw do things you want them to do. 
It also can be made to straighten out 
wrong ideas in people’s minds—edu- 
cate them—make them feel more 
kindly toward an idea or a firm than 
they did before. It’s a shame that 
all the bad advertising the newspapers 
give to the coal business couldn’t be 
turned into good advertising. We 
would all benefit. But since many 
newspapers like to “harp-on” the coal 
situation, the only thing to do is 
directly combat that with good boost- 
ing advertising. The big producers 


By I. O. Hughes 


furnish their dealers with good news- 
paper and direct mail ad material and 
from all the reports sent in by dealers 
it surely pays them to use it, not just 
in spurts, but all the time. 

The chemistry of coal is mighty in- 
teresting. Few dealers and still fewer 
of their customers know much about 
that side of the coal business. But 
they should. Many dealers say: “I 
suppose it’d be easy enough for me 
to learn all the ins and outs of coal, 
but how on earth can we ever hope to 
get the public educated as well? I 
spend my time in this business, but 
with most people coal is just one of a 
big number of things in their lives.” 
But ask yourself this question—How 
many ten year old kids know all 
about automobiles and radio these 
days? Isn’t it because the auto and 
radio are everyday things to them? 
Expose people to the story of coal 
and they’ll get it; don’t worry about 
it being too technical. People who 
can “get” radio and cross-word puz- 
zles will find coal quite simple and in- 
teresting. 

Technical Things Interesting 

Speaking of how “hard” it would be 
to interest people in a technical story 
like coal—how about the way Quaker 
Oats is advertised to housewives on a 
calory basis—so many calories of 
food value in oats is equal to so many 
cubic inches of other foods, and so on. 
How about the way they take a tire 
apart, in the ads, show you all about 
how it’s made and assembled, explain 
all the chemistry and engineering that 
goes into it, so you'll learn to appre- 
ciate that tire on account of all the 
research that made it possible. Every 
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advertising story is “technical”—look 
at the tooth-paste ads, they are a 
whole medical education in them- 
selves. People like to dig their teeth 
into technical ads and, since coal has 
kept itself a mystery, they would en- 
joy finding out all about coal. People 
hate things they don’t understand 
and, according to psychologists, thai’- 
why the wild men in the tropics are 
so hard to get along with. As soon 
as people become familiar with a 
thing, they like it better. When 
people learn as much about coal as 
they know about wave lengths, the 
coal business will be helped, just as 
people’s familiarity with radio helped 
the radio game. There’s an interest- 
ing old newspaper account about forty 
years old in which steam heat was 
branded as a dangerous, crazy idea! 
That was because people weren’t ac- 
quainted with it. 
Service Brings Re-Orders 

Re-orders are the foundation of 
your business—and that’s the business 
you get with the least effort. The 
only way to get re-orders, of course, 
is to make sure the customer is so 
pleased he’ll ask for more. That de- 
pends on two factors, quality and ser- 
vice. Quality depends on the coal it- 
self, and service, from the customer’s 
angle, depends entirely and absolutely 
on the dealer. The best coal in the 
world can’t stand much of a show 
when it isn’t serviced—when the 
dealer doesn’t take a personal interest 
in the customer’s own _ problems, 
when his phone service is slow, flip- 
pant or inaccurate, when his deliveries 
are unreliable and when his drivers 
are surly. 
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A dealer will watch his mailing list 
closer and see that his advertising is 
actually pulling results if he’s spend- 
ing some of his own dollars on the 
campaign. Before advertising you 
must have something real to adver- 
tise and something definitely better 
than someone else’s product. You can 
have a better quality product, or a 
better service, but you must have 
something that stands out from the 
bunch, something you think is so good 
that people will want it in preference 
to others. It is better to advertise a 
better product than a better service; 
the product should come first; the 
service is merely the lubrication to 
make it slip along nicely. And ser- 
vice is better “done” than “said.” 

Use Producers’ Helps 

But how to advertise coal?—that’s 
the question. Advertising is too tech- 
nical a business for the most of us to 
spend time trying to learn it. For 
one thing you’re too busy selling feed 
and coal. The big producers spend a 
lot of money keeping real advertising 
experts on the job making up all kinds 
of good ad material. The neck of the 
bottle is the dealer, however, and un- 
less he passes all this material on to 
the user, it is just as useless as if it 
was never worked up. 

No one would advertise “automo- 
biles” or “breakfast food” as a class. 
Advertisers of those commodities take 
great pains to specify a certain brand, 
a certain kind, for their prospective 
customers to purchase. So it is with 
coal. It is useless to advertise “just 
coal,” and sell good coal, and then 
have some “snowbird” come along 
with “distress” coal and spoil people’s 
confidence in the whole coal proposi- 
tion. 


Advertise Trade Names 

There’s only one safe way—tie up 
to a brand of good coal, and advertise 
that trade name. Make it stand out 
from the others by sheer force of 
character. When a producer has all 
his eggs in one basket—when his 
whole business and reputation and in- 
vestment is tied up in one trade name 
—he’ll be mighty particular to live up 
to that reputation. And dealers with 
an investment and a reputation in 
their community can cash in on that 
producer’s anxiety to please. When 
a producer is always conscious of hay- 
ing a reputation to live up to, and his 
dealer takes pains to make the people 
of a community know it, then both 
dealer and producer are bound to pro- 
fit and automatically remove a lot of 
the grief that is now found in the coal 
business. 

The dealer who conscientiously 
uses a good producer's advertising 
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Newspaper Editorial Defends 
Badger Feed Dealers 


False Reports of High-Priced Feeds and Discontented 
Farmers Broadcast by Government Official in Colorado 


HE Milwaukee Journal rightly 

I championed the cause of the 

Wisconsin farmer and_ feed 
dealer when it was incorrectly reported 
that Wisconsin farmers were leaving 
the state because they could not obtain 
reasonably priced feed for their herds. 
The following editorial was aptly 
headed, “Tie It in the Barn,” and -is 
self-explanatory. 

“A big steel concern writes to 
inquire about conditions among Wis- 
consin dairymen. The writer had been 
in Denver at a meeting addressed by 
Dr. W. J. Spillman of the United 
States department of agriculture. A 
page of The Denver Post of August 
29 attached to the letter credits Dr. 
Spillman with saying that ‘thousands 
of expert dairymen in Wisconsin, the 
banner dairying district of the United 
States, forced to leave that state be- 
cause they can neither produce nor 
obtain at reasonable prices sufficient 
feed for their fine herds, are seeking 
new locations. And Dr. Spillman is 
quoted as assuring his Denver audi- 
ence that: 

“*You people of Colorado can do a 
wonderfully good turn for those Wis- 
consin dairymen by inviting them to 
your state, where they will prosper; 
and by the same token, they will do 
much for yourselves by developing an 
industry that is destined to become 
one of the greatest financial assets to 
Colorado.’ 


“If Dr. Spillman has been quoted 
correctly about Wisconsin dairymen 
wanting to leave the state in numbers, 
he has drawn very heavily on_ his 
imagination. Dairying is in the best 
condition it has been in for some 
time—and this means something when 
it is recalled that dairymen were not 
pinched after the war as wheat growers 
were. At present, prices are generally 
good, vields of grain have been sur- 
prisingly big, and most silos are filled 
with corn. Not in recent years have 
the Wisconsin dairymen been so well 
fixed for winter feeding. 


“Dr. Spillman not only does Wis- 
consin a grave injustice by talking 
this kind of bunkum, but he injures 
Colorado by misleading its farmers. 
Since he is in the bureau of agricul- 
tural economics, Dr. Spillman should 
know that it takes something besides 
feed and cows to make dairying a 
success. Its nearness to great consum- 
ing centers is, perhaps, the biggest 
factor in Wisconsin's dairying success. 
And we would advise Colorado farm- 
ers not to sit up nights waiting to 
welcome the invasion of ‘discontented’ 
dairymen from this state. When we 
read the kind of remarks credited to 
Dr. Spillman it is no wonder that 
there is often complaint among farm- 
ers that the United States department 
of agriculture doesn’t amount to 
much.” 


gets the benefit of marketing a good 
product backed by advertising that 
was worked out by experts; advertis- 
ing that he himself couldn’t dream of 
buying on his own hook. 


Keep Everlastingly At It 

A big point that the dealer should 
bear in mind is that the producer ad- 
vertises constantly—and the dealer 
should too. The effect is like the con- 
stant drop of water that wears away 
the toughest stone and the constant 
gnaw of “Rover” that gets the tough- 
est bone. And the dealer’s problem 
and the producer’s problem is one and 
the same. The producer can’t pros- 
per until the dealer does. So take ad- 
vantage of the ad material the good 
producers spend their money on. 

What is “The Universal Car?”— 
Ford, of course! What does “Sun- 
kist” stand for? — ginger ale or 
oranges? Who uses the slogan 
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“Goodyear stands for good wear’? 
What is “As strong as the rock of 
Gibraltar”? Who claims “The flavor 
lasts’? What was it that built up the 
world-wide market for all those pro- 
ducts? One thing—advertising! They 
have the world to sell to and the 
dealer has his own little territory to 
sell to. His problem is simpler, but 
equally important to him. Advertise 
—always—the year ’round! IT PAYS! 


The Waterford (Wis.) Milling Co., 
has recently completed the erection of 
a new feed warehouse. 


D. R. MIHILLS, president of the 
National Food Co., Fond du Lac, Wis., 
spread his usual optimism among Mil- 
waukee friends recently. Don says 
business conditions throughout the 


Central Northwest are on the up-grade. 
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Fertilizer Material Is Byproduct 
Of Sewage Disposal Plant 


Milwaukee’s New $8,000,000 Project to Produce 35,000 Tons 
of Activated Sludge (Milorgannite) Fertilizer Per Year 


By David K. Steenberg 


CTIVATED sludge, a promis- 
A ing new organic fertilizer 
material, will soon be manufac- 

tured on a large scale by the City of 
Milwaukee in connection with the 
functioning of its new $8,000,000 sew- 
age disposal plant, which is expected 
to be in full operation by October 15. 
The Milwaukee plant will be the first 
to produce activated sludge on a large 
scale although there are a few other 
small plants in the United States and 
elsewhere that have been purifying 
sewage by the activated sludge process. 
The activated sludge fertilizer will be 
produced by the City of Milwaukee 
merely as a by-product of its sewage 
disposal operation but, as the initial 


output is estimated at 35,000 tons of 


dry tertilizer per annum, its manufac- 
ture attains real significance in the 
fertilizer markets of this country. 
Product Is Uniform 

The activated sludge, as it is to be 
prepared for the fertilizer trade, will 
be a uniform product, containing less 
than 10 per cent moisture, well granu- 
lated and porous. The main fertilizer 
constituent is organic nitrogen, which 
constitutes from 5.5 to 7.5 per cent 
calculated as ammonia. From 5 to 25 
per cent of this is water soluble and 
the activity of the water insoluble por- 
tion runs as high as 65 per cent, deter- 
mined by the alkaline permanganate 
method. The phosphoric acid content 


varies from 2.5 to 3.5 per cent, of which 
about 75 per cent is available. The 
potash content is generally less than 
0.5 per cent, although activated sludge 
at Withington, England, has been re- 
ported to have contained as high as 
1.12 cent. 

The activated sludge process consists 
of bringing the sewage into large 
tanks at the bottom of which a large 
amount of air is introduced in the 
form of fine bubbles which produces 
active aeration and agitation. This 
aeration promotes vigorous biological 
and chemical activity, which after four 
to six hours causes a flocculation of 
the suspended material, that is a 
gathering together of the finely divided 
suspended particles into larger par- 
ticles. The particles having become of 
sufficient size settle out and allow the 
clear purified effluent or water to be 
drawn off at which stage it is per- 
fectly safe to allow it to run into 
rivers and lakes. The material which 
settles out is put through a dewater- 
ing and drying process and then pul- 
verized. The produce thus produced 
is the so-called activated sludge fer- 
tilizer. 

Experiments Since 1914 

The costly sewage disposal plant at 
which the activated sludge fertilizer 
will be manufactured was built for the 
special purpose of preventing the sew- 
age laden rivers and inner harbors of 


(ce) Aerial Photographic Service, Inc., Chicago. 
MILWAUKEE’S HUGE $8,000,000 FERTILIZER MATERIAL PLANT. 
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the City of Milwaukee from discharg- 
ing their ever increasing filth into 
Lake Michigan, which is the source of 
the city’s water supply and is used 
extensively during the summer months 
for bathing. The city had been advised 
to take the steps as early as 1879 but 
it wasn’t until 1913 that the legislature 
of Wisconsin passed an act authorizing 
the City of Milwaukee to create a 
sewage commission consisting of five 
members. 

Thereupon the common _ council 
passed a resolution declaring it was 
necessary to provide sewage disposal 
works and the mayor immediately ap- 
pointed five citizens who qualified and 
the commission was then ready to 
function. By 1914 T. Chalkley Hatton, 
who had been selected by the commis- 
sion as its chief engineer, had _ per- 
fected his organization and had begun 
the construction of a sewage disposal 
testing station. In 1915 preliminary 
laboratory studies were made on the 
newly discovered activated sludge 
process. 

Process Adopted in 1919 

These tests were so promising that 
larger tanks were immediately con- 
structed and the new process was 
intensively studied on a practical work- 
ing scale. By the end of 1917 the 
commission, upon recommendation of 
its chief engineer, had decided inform- 
ally that this process was best adapted 
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to Milwaukee’s needs but, before tak- 
ing final action on such important 
matter involving the expenditure of 
many millions, it was agreed to run the 
activated sludge demonstration plant 
at least another year. The process was 
not formally adopted by the commis- 
sion until December 31, 1919. 

Although small amounts of activated 
sludge have been produced elsewhere, 
and its fertilizer value investigated to 
a limited extent, the Milwaukee Sew- 
erage Commission, in order to obtain 
more definite information regarding 
the fertilizer value of its product, 
established a fellowship at the Soils 
Department, College of Agriculture, 
University of Wisconsin, where since 
1923 investigations have been con- 
ducted under the direction of Prof. E. 
Truog, with O. J. Noer working as 
Fellow. 

Field Trials in Progress 

In 1923 a series of greenhouse and 
field trials were made using activated 
sludge fertilizer and comparing the 
results with those obtained with com- 
mercial fertilizers. These tests were 
reported and enlarged upon during 
1924 and 1925 so that at the end of the 
present season there should be small 
value data available on the subject. 

In submitting his report on the 
experimental work conducted in 1924 
V. H. Kadish, assistant to the chief 
engineer of the Milwaukee Sewerage 
Commission, wrote as follows: “Every 
indication, to date, points to the ac- 
ceptance of activated sludge by the 
fertilizer manufacturer as a_ suitable 
ingredient for his mixtures. Its value 
as a fertilizer for golf courses is already 
established and it also is likely to play 
an important role in the future green- 
house management.” 


Trade Name Chosen 

Today the acceptance of activated 
sludge by the fertilizer manufacturers 
has already been proven, according to 
Mr. Kadish, who reports that 6,000 
tons of the product have been pur- 
chased in advance of actual production. 
The commission has not as yet estab- 
lished a price at which the fertilizer 
is to be sold but Mr. Kadish says that 
neither the city nor the commission 
is in the business to make a profit. 
“We expect to sell our product at 
cost,” he said. 

Milwaukee's activated sludge fertil- 
izer will be marketed under the trade 
name of “Milorgannite.’ The name 
was chosen by the Milwaukee Sewer- 
age Commission from thousands sug- 
gested in a nation-wide contest con- 
ducted by the commission. 


E. E. CARLSON has sold his flour 
mill at Frederick, Wis., to John Mc- 
Kenzie. 


Page Eight 


State Compensation Insurance 


Act is Explained 


Wisconsin Law Operates Optionally And Limits 
Liability of Employers Accepting Its Provisions 


By J. Carl Hymen 


sin passed what is known as the 

Workmen’s Compensation Act and 
created the Industrial Commission 10 
administer such portions of the act as 
from time to time might require ad- 
judication. The reason for the act 
was to do away with the litigation 
under common law that usually fol- 
lowed injuries to employees of indus- 
try and to make it possible for the 
victims of industrial accidents to re- 
ceive a larger percentage of the mon- 
etary benefits awarded under common 
law. 

Prior to the passage of this act it 
had been the custom for certain at- 
torneys, specializing in negligence 
law, to solicit personal injury claims 
against employers on a commission 
basis, the percentage varying with the 
amount recoverable and the work nec- 
essary to successfully obtain either 
a settlement or in case of litigation a 
judgment. 

Optional at First 

When the act was first passed, it 
was optional with the employer either 
to be subject to the act or not as he 
chose. If he desired to come under 
the act it was necessary for him to 
declare in writing his desire to the 
Industrial Commission and also notify 
his employes by posting signs, sup- 
plied him by the Industrial Commis- 
sion in prominent places in his place 
of business. By coming under the 
act he volunteered to pay his em- 
ployees when injured, irrespective of 
legal liability under common law, the 
benefits to such injured employees as 
provided by the act. 

After accepting the provisions of 
the act, he could then insure his lia- 
bility with some insurance company 
duly licensed and authorized to trans- 
act such business in the State of Wis- 
consin. By coming under the act he 
limited his liability for injuries to em- 
ployees as provided by said act. By 
notifying his employees of his inten- 
tion to become subject to the pro- 
visions of the act, he avoided to an 
extent the probability of being sued 
under common law; for if, an em- 
ployee, after being notified that his or 
her employer had gone under the act, 
declared that he or she did not want 
to be subject to said act, they could 
sue such employer for damages under 


1: 1911 the legislature of Wiscon- 
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common law, but if they did, their em- 
ployer would have certain defenses, 
otherwise taken away, namely, as- 
sumption of risk on the part of the 
employe, negligence of a fellow ser- 
vant and contributory negligence on 
the part of the employe. 


Act Changed in 1913 

The 1911 act became effective May 
1, 1911, but did not meet with the gen- 
eral support of the public or the in- 
surance companies, who at that time 
not having accurate experience statis- 
tics upon which to base rates discour- 
aged assured from accepting the act. 
The legislature observing the lack of 
interest on the part of the public, 
changed the act in 1913 to automat- 
ically apply to all employers of labor 
who had four or more employees, ex- 
cept farmers and household servants, 
and to be effective as of September 1,° 
unless declared against by the em- 
ployer by July 1, 1913, or sixty days 
before it was to become effective. 

As a further incentive for an em- 
ployer to permit himself to be auto- 
matically subject to the act and as a 
deterrant against his opposing it, con- 
tributory negligence on the part of an 
employee was taken away as a de- 
fense. And so as to make the whole 
act legal and constitutional it became 
a balanced voluntary act on both the 
part of the employer and employee 
with benefits and penalties for each, 
namely, the benefit to the employer, 
limitation of his liability according to 
the act; the benefit to the employee, 
certainty of remuneration for injury 
as provided therein; the penalty to the 
employer for declaring against the 
act was the removal of his heretofore 
three defenses and the penalty to the 
employee was the restoration of these 
defenses to the employer if sued under 
common law by the employee. 


The feed mill warehouse of A. 
Grams & Sons at La Crosse, Wis., was 
recently damaged by a fire. The loss 
amounted to several thousand dollars, 
covered by insurance. 


ALPHONSE PIERRE DIES 

Alphonse Pierre, veteran feed and 
grain dealer, died recently at his home 
at Oconto, Wis. At one time Mr. 
Pierre was one of the largest feed 
dealers in Northern Wisconsin. 
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WHAT ARE Walter, the postman who 
GRINDING COSTS? | delivers mail to The Feed Bag 

office as well as to all the of- 
fices in the Milwaukee Chamber of Commerce, just across 
the street, brings us many suggestions in the hundreds 
of letters we receive each month. 


One of our kind readers has recently written us about 
his grinding problems. We gather, from his letter, that 
he does not operate’ his custom grinding department at a 
profit—that his charge for grinding is too low to permit 
him to make a profit—that he can’t raise his price and 
keep his business—that dealers throughout the Central 
Northwest are all not charging enough for the grinding 
they do. 


Since receiving this letter we have investigated the sit- 
uation. We find that the average Wisconsin dealer charges 
from 7 to 10 cents per bag for custom grinding and that 
rare scattered dealers get from 12 to 15 cents. Practically 
all of the dealers charging from 7 to 10 cents admitted 
that grinding was not profitable, but when questioned as 
to their costs, the majority could supply no worth while 
data. 

In some near future issue, perhaps next month, The 
Feed Bag plans to present some reliable data on feed 
grinding costs for the benefit of its readers. We believe 
that feed grinding should be profitable to all dealers and 
that present grinding rates, if they are too low, should be 
raised. Watch for our article on feed grinding costs in 
an early issue and in the meanwhile if you have some 
real data or an opinion on the subject, write it out and 
send it to The Feed Bag, 86 Michigan Street, Milwaukee. 


LET US “Conditions in the feed trade 
ORGANIZE NOW inthe Central Northwest in the 

past five years have been such 
that the majority of the dealers could not devote the time 
to furthering the interest of an Association, but as condi- 
tions are now improving without doubt the Association 
can be revived and be a benefit to every one in the Feed 
Industry.” 


The Feed Bag agrees with F. J. Bradford, vice president 
and sales manager of the Arcady Farms Milling Co., 
Chicago, who included the above paragraph in a recent 
letter to the editor of this paper, that conditions are now 
opportune for the formation of a Central Northwest Feed 
Dealers’ Association. “We feel that your Journal will 
fill a long felt want in the Central Northwest,” Mr. Brad- 
ford continued, “and hope that it will be successful in re- 
viving the Illinois-Wisconsin Feed Dealers’ Association. 
We want to compliment you on the make-up and appear- 
ance of The Feed Bag.” 


Ever since its first issue The Feed Bag has been show- 
ing the need for a Central Northwest Feed Dealers’ Asso- 
ciation and advocating the formation of one. In the next 
few issues we will publish articles, written by prominent 
organization executives, telling how similar organizations 
function. Then when the time for action is at hand we 
will be all set to undertake the project together in an 
advantageous and efficient manner. All dealers and others 
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who are interested in the formation of a Central North- 
west Feed Dealers’ Association are urged to inform this 
paper of their interest as soon as possible. Your endorse- 
ment will be needed in order to make the new association 
a success. 


TOO BUSY 


“The Feed Bag’s fine, but why don’t 
TO LAUGH 


you print some jokes?” We received 
this suggestion in a letter from Kurt. 
Richardson, manager of the Richardson Feed & Grain 
Co. at Oconomowoc, Wis. In addition to Mr. Richardson, 
several other persons, including Harry Plumb, secretary 
of the Milwaukee Chamber of Commerce, have suggested 
that a humor column would be appreciated by readers of 
The Feed Bag. 

Consequently, we have set aside a part of this issue 
and are publishing some humor which we describe as 
“Fibre”. The analysis of The Feed Bag as given on the 
cover describes it as containing “a little’ fibre and here- 
after The Feed Bag fibre will be humor—or as near humor 
as the editors and readers are jointly able to concoct. 
We will be glad to receive contributions for the “Fibre” 
column at all times. 

The fellow who can’t appreciate a joke is usually one 
we all can well afford to avoid. Even the serious minded 
English devote considerable time to the reading of “jokes” 
as the circulation of their humor publications, such as 
“Puck”, attests. No matter how close we must keep our 
noses to the grindstone, it seems we’re never too busy to 
laugh. If we were—life wouldn't be worth living. 
Would it? 


THE “GROUND” “We have received an_in- 
FLOOR creased number of requests for 

quotations from Wisconsin deal- 
ers recently,” one advertiser has written us, “and we feel 
that they are largely the result of our advertising in The 
Feed Bag. We just happened to think that ‘Get in on 
the ground floor’ might make a good advertising slogan 
for The Feed Bag and so we are passing the thought on 
to you.” 

That is a good slogan. The advertiser who suggested 
it realizes that The Feed Bag is pioneering as “The 
Dealers’ Paper” for the feed trade and that good results 
may be obtained through using it as an advertising 
medium. In fact, as he says, his experience has proven 
it to be so. 

Advertising campaigns are prompted by many different 
motives but they can only be justified by one standard 
—results. By results we do not necessarily mean actual 
sales directly traceable to specific advertising, but we do 
mean, at least, something of business value—lessened sales 
resistance, bigger sales, better satisfied customers, etc. 

Results, no matter how you define them, can scarcely 
be obtained through advertising scattered among com- 
peting manufacturers. They must be obtained through 
appeals to prospective customers and distributors—the 
dealers. For results then, get in on the ground floor and 
advertise in The Feed Bag. It’s THE DEALERS’ 
PAPER. 
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NEW FLAXSEED CLEANING PLANT AND ELEVATOR 


HE new flaxseed cleaning plant 

i and elevator recently completed 

by the William O. Goodrich Co., 
Milwaukee, is now ready for opera- 
tion. The plant is of reenforced con- 
crete design of full fireproof 
construction. The building was de- 
signed and built by the Burrell Engi- 
neering & Construction Co., Chicago, 
Ill. 

The machinery and cleaning equip- 
ment was furnished by the flour mill- 
ing department of the Allis-Chalmers 
Manufacturing Co., Milwaukee. The 
building is equipped throughout with 
modern flaxseed cleaning equipment 
and will be operated on the stream 
line method. All flaxseed as it comes 
from the cars is fed to the various 
cleaning machines and all separations 
completed on stream line before the 
products are binned. 

The flaxseed will go to bins cleaned 
ready for crushing instead of storing 
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it dirty as is the usual custom. The 
plant is designed to clean flaxseed 
down to 1 per cent of weed seeds and 
impurities in order to produce a higher 
and more uniform grade of special 
refined oils in which the company 
specializes. There is also an added 
advantage in that the storage space 
for flaxseed is greatly increased be- 
cause of the fact that the weed seeds 
and other grain products which come 
to the mill intermixed with flaxseed 
do not have to be stored but can be 
immediately disposed of. 


This installation should be of espe- 
cial interest to readers of The Feed 
Bag inasmuch as the added precau- 
tions which are taken to separate all 
weed seeds and foreign materials from 
flaxseed, primarily to produce a purer 
linseed oil, indirectly produces linseed 
meal which can be depended upon to 
run uniformly high in protein. 
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The McKercher-Rossier Milling Co. 
of Wisconsin Rapids, Wis., is an- 
other concern which believes this 
winter will see a large volume of feed 
sold. The firm is building another 
large feed warehouse. 


B. F. WINN is certainly the Rals- 
ton-Purina enthusiast of Clark County. 
Not only has Mr. Winn had his office, 
warehouse, and delivery trucks painted 
checker-board style, but he is also 
wearing a checker-board shirt, so that 
customers will not forget the brand 
he is advocating. 


A. J. MARTY of the Marty & 
Schultz Co., New Glarus, Wis., was 
elected to the Hole-in-One Club last 
week. Mr. Marty made his “ace” 
playing on the Monroe Country Club 
course. He is the second to have 
made a hole in one on the course since 
it was established. 


JAMES T. MALLON, well-known 
member of the grain trade at Milwau- 
kee, has recently become associated in 
the grain department of the LaBudde 
Feed & Grain Co., Milwaukee. Mr. 
Mallon will handle the barley and rye 
business for the firm. 


ie 
Hadden Grain Co. 


300 MITCHELL BUILDING 


YEARS IN THE 
42 GRAIN TRADE 
AT MILWAUKEE 


ORDERS FOR FUTURE 
DELIVERY SOLICITED 


Phone Broadway 642 


WHOLESALE JOBBERS 


O. P. 34% 
Linseed Oil Meal 


Exclusively 


Bergman Millfeed, 
Inc. 


Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
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Cheap Salaries Are Often Expensive 


What’s Your Experiencer 


Difference Between Fair Market Price Of Personal Services 
And Salaries Paid Generally Given Away - Business Is Loser 


HAT salary should my busi- 

W ness pay me? 

This question is _ fre- 
quently asked by retail feed dealers 
who desire a means of checking them- 
selves to determine whether the 
amount they draw is fair to the busi- 
ness as well as to themselves. 

“Salary,” according to Webster’s 
dictionary, “is the recompense paid to 
a person for services.” 

It is impossible therefore to answer 
this question intelligently until the 
value of the dealer’s service to his 
concern is settled. But how can the 
value of this service be determined? 

Profits Best Gauge 

Some dealers have an idea that offi- 
cers’ salaries should equal a certain 
percentage of the total sales, and” we 
have many cases where sales man- 
agers especially were paid upon this 
basis. We do not approve of this 
method for we think there is a better 
one. 

Since commercial business is pri- 
marily organized for the purpose of 
making a profit, and because it is the 
duty of the officers of a concern to 
direct its operations so that profitable 
results will be accomplished, then the 
worth of an officer’s service to a con- 
cern should be based principally upon 
the net profits earned by the concern 
under his direction. 


Find Evil Effects 


If officers are compensated upon 
the basis of volume only, they will 
very often accept orders bearing a 
gross margin that they would other- 
wise turn down if their interest was 
identical with the owner’s. 

Occasionally we find demoralized 
local conditions caused by some re- 
tailer who owns, controls and oper- 
ates a small or medium sized business. 
This dealer usually has acquired his 
business by being frugal and econom- 
ical. He has worked hard for twenty 
or thirty years to accumulate the re- 
sources he has, and everything is tied 
up in stock, buildings, equipment and 
accounts receivable. Frequently he 
will have several sons or relatives 
working for him. 

We found one case in a western 
city where the father drew a salary of 


By Harry J. Colman 


$2,400 and paid each of his five sons 
$1,800 per year. We often hear com- 
plaints from some of these family 
owned and operated concerns about 
the low prices that prevail. They do 
not, or will not, study their own prob- 
lems. The very fact that they com- 
pel their relatives to work on a basis 
at which they could not employ 
strangers, or at a rate that the rela- 


The worth of an officer’s serv- 
ice to a concern should be based 
primarily upon the net profits 
earned by the concern under his 
direction. 

Mr. Colman ridicules all other 
theories. “The man himself may 
not suffer when he is paid less 
than a fair market value for his 
services,” he says, “but his firm 
and his family certainly do.” 

His connection as a member 
of the executive staff of Wolf & 
Company, Chicago, accountants 
and business advisors, has given 
Mr. Colman an opportunity to 
study the intimate affairs of 
many retail feed concerns. He 
has a keen analytical mind and 
the opinions and conclusions he 
ventures in the article published 
herewith are well worth reading 
and thinking on. 


tives would not work for in the em- 
ploy of anyone else, often reveals 
why a better margin isn’t earned on 
the merchandise they sell. They 
boast of their low overhead and their 
ability to underbid their competitors. 

They apparently do not realize that 
the difference between what the fair 
market price is for the services of 
their relatives and what they pay 
them is often given away. Neither 
do they appreciate that this extra 
compensation which is justly due 
themselves or their relatives might 
mean a few more luxuries for the 
wives at home and that it might 
mean a better education for their 
kiddies; that it would certainly tend 
to make their lives sweeter, happier 
and better. 

The statement that officers’ salaries 
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should be based upon the valuation of 
services rendered and that those ser- 
vices should be valued according to 
the profits earned, is proved by the 
following illustration: 

A certain Michigan dealer who 
owns the controlling interest in his 
business had a volume of $225,000 
last year. He drew a salary of #12,- 
000 for his services and paid two 
assistants $4,000 each, and his concern 
credited a net profit of nearly $27,000 
to surplus. In the same town there 
was another dealer who owned 95 per 
cent of his company’s investment. 
His total sales were $137,000. He 
drew a salary of $3,600 and paid an 
assistant $2,200. The net profits for 
the year were slightly over $4,000 or 
approximately 3 per cent. Here were 
two dealers operating in the same 
town under similar conditions with 
decidedly different results. 


Up-and-at-’em Personality 

The first dealer is a merchant and 
his place of business reflects his 
cheerful and up-and-at-’em personal- 
ity. His men are real salesmen. 
They must get the price if the quality 
and service promised is to be deliv- 
ered. They create new _ business 
wherever they can. They nave little 
or no complaint to make about com- 
petition. 

The second dealer is a hard work- 
ing man. When the writer called 
upon him he found the dealer in over- 
alls helping to unload a car. He 
was the personification of complaint. 
Everything was wrong. was 
furious at the manufacturer’s decision 
to grade-mark lumber. He claimed 
the most profitable man he had was 
his yard foreman who was a past- 
master at regrading. He was bitterly 
opposed to salesmen. He _ believed 
that a‘dealer’s business was to keep a 
stock and to wait for opportunities to 
make sales. He claimed that a re- 
tailer’s success consisted of buying 
and selling at the lowest prices and 
keeping the expenses down. He 
demonstrated clearly that he did not 
appreciate.the basic principle of mer- 
chandising was that the price which 
attracts does not always hold trade— 
that quality and service are the real 


Page Eleven 


& 
a 
| 
| 
| 
| 
| 


elements upon which success can be 
builded. 
Cheap Salaries Expensive 

After reviewing some comparative 
statements with us, the dealer melted 
and proved himself to be a regular 
fellow underneath, regardless of his 
outer appearance. His remark that 
“There might be something to this 
idea that cheap salaries are often ex- 
pensive” was an indication that he 
had taken a new perspective of his 
business. 

“Every laborer is entitled to his 
hire” and so are the officers. You 
pay labor on the basis of prevailing 
scale which is regulated usually upon 
supply and demand. The _ officer’s 
worth can be determined only by net 
results, and these usually indicate 
whether the officer is running the 
business or the business is running 
him. Therefore, when the question 
comes up as to what salary the busi- 
ness should pay the dealer, considera- 
tion should be given to the efforts 
and ability of the dealer as reflected 
in the net profits. 


H. H. CUFF of Portage was among 
the many Wisconsin dealers who at- 
tended the annual State Fair at Mil- 
waukee. He reports that business is 
steadily improving and predicts that 
custom grinding business will be good 
this fall. 


THE POULTRY TEAM 
Professors J. G. Halpin and J. B. 
Hayes of the Agricultural Experimen- 
tal Station at the University of Wis- 
consin had their usual jobs as poultry 
judges at the 1925 Wisconsin State 
Fair. 


ILLINOIS DEALER HAS EFFICIENT PLANT 


ELLER Son, progressive 
7, dealers at Genoa, Ill., are very 

proud of their newly equipped 
custom feed grinding department. The 
above picture illustrates a part of their 
installation, namely a Universal Mixer- 
Feeder, sold to them by the Universal 
Mixer-Feeder Co., 824 Exchange ave- 
nue, Chicago, IIl. 

The Universal Mixer-Feeder is 
adapted for attaching to any hammer, 
attrition or buhr mill and is guaran- 
teed to increase the capacity of the 
mill from 50 to 100 per cent, depend- 
ing upon the degree of fineness, with 
no additional power. The Universal 
is said to cut mixing costs supplying 
a demand for finely ground feed, uni- 
formly mixed at the mill to any pre- 
determined portion before grinding. 
It feeds the mill at a uniform rate of 
flow eliminating peak loads and slug- 
ging. 

Mr. Zeller reports that he has not 
vet had the opportunity to try the 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Registered in All States 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations, we 
are both losing. Send 
name for market let- 
ters. 


MARIANNA SALES CO. 
MEMPHIS, TENN. 
Quality and Service Guaranteed 
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feeder on ear corn as the old crop was 
exhausted and the new not ready when 
the Universal was installed. On small 
grain, however, Mr. Zeller says, the 
mixer-feeder has been used to good 
advantage. 


The farmer may bring in his sev- 
eral feeds, shovel them into the hop- 
pers of the mixer-feeder and then 
adjust the slide vavles of the feeder 
so as to mix the feed in the desired 
proportions. The ground feed is ele- 
vated to a bin above and as soon as 
the load is unloaded the farmer drives 
his wagon ahead and reloads it with 
his ground feed. 


Mr. Zeller operates his hammer mill 
with a 60 H. P. motor and his mixer- 
feeder with a 10 H. P. motor. Each 
motor is bigger than necessary, the 
manufacturers of the mixer-feeder 
contending that their feeder could be 
run without a special motor on the 
surplus power from the mill motor. 
Mr. Zeller grinds 4600 to 4800 pounds 
of small grain through a #2” screen an 
hour at a cost of 80 cents a ton. This 
is twice the capacity and 40 cents 
per ton less grinding cost than was 
secured on the mill Mr. Zeller oper- 
ated before the Universal Mixer- 
Feeder was installed. 


Grain Futures 
1,000 Bushel Lots and Up 


Private Long Distance Phone 
Office and Exchange Floor 
Broadway 1738 


B. J. ASTON, INC. 
No. 9 Chamber of Commerce 
MILWAUKEE 
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FEED QUOTATIONS 


Standard spring wheat bran............ $25.00 


Pure spring wheat bran..... $25.50 
Standard Durum wheat bran... $24.50 
Pure Durum wheat bran....... $25.00 
Standard spring wheat middlings......$27.50 
Pure spring wheat middlings.......... $28.00 
Standard Durum wheat middlings...... $27.00 
Standard Durum flour middlings........ $29.00 
Standard spring wheat flour middlings. .$30.00 
Standard rye middlings................ $27.00 
Standard Red Dog flour............... $40.50 
Standard hominy $29.50 
Standard cornfeed $28.50 
Gluten feed (f. 0. b Chicago).......... $39 30 
34% pure old process oil meal.......... $45.50 
43% pure cottonseed meal............. $46.50 


(Prices quoted above are on a per ton basis 
for shipment in 100 Ib. sacks, carlots. The 
prices are in conformity with the market close 
on Tuesday, September 29, and are quoted ac- 
cording to the Milwaukee-Chicago rate basis.) 


MILL FEEDS Prices of mill feeds 
have declined since 
the last issue due to good pastures, 
with resulting curtailed purchasing 
power by the feeders and heavier mill 
production. Bearishness is widespread 
among the trade but it should not be 
forgotten that there are a number of 
spots in the United States that of 
necessity must buy feed right along 
and that also there are no stocks any- 
where. The present situation is but 
temporary in the opinion of authorities 
and higher process are looked for. 


FLOUR There has been continued 

activity in the flour market 
during the past month and indications 
are that present bookings will keep 
the mills running into the new year. 
Buying has been more brisk than for 
several months past but the mills 
insist that orders placed have only 
been to meet requirements up to 
January, 1926. Flour quotations de- 
clined sharply during the month fol- 
lowing the trend of the lower grain 
markets. 


WHEAT Cash wheat during the 

first part of September was 
fairly steady with only slight fluctua- 
tions in prices from September 1 to 10. 
September 10 marked the beginning of 
a bear market and during the period 
of September 10 to 25, a decline of 
12 cents per bushel was experienced 
in the wheat futures with cash prices 
following the decline. Millers con- 
tinue to pay good, substantial pre- 
miums for northern spring wheat con- 
taining a high protein test. No. 2 hard 


winter wheat is in fair demand at a 
basis of 5 


to 7 cents over Chicago 


September in the Milwaukee market. 
No. 2 durum wheat sold early in Sep- 
tember at a discount of 15 to 17 cents 
under Chicago September and even 
with sharp declines in the future mar- 
kets, discounts widened out and on 
September 24 No. 2 durum wheat sold 
at a basis of 20 to 23 cents under 
Chicago September. 


COTTON The government's 
MEAL crop estimate issued 
September 23, re- 
porting condition of the crop Septem- 
ber 16, forecast a production of 13,931,- 
000 bales of cotton. This report 
increased the previous estimate ap- 
proximately 200,000 bales, while all 
private estimates covering the same 
period, indicated a depreciation of 
300,000 to 500,000 bales. In other 
words, the government’s report was 
from 500,000 to 600,000 bales more 
than the trade had expected. The 
immediate result of this report was a 
bad break in the cotton market and an 
uneasy feeling regarding cotton seed 
meal values. On September 24, cotton 
seed meal reached a new low level for 
the past several years. However, the 
market was quick to react 50 or 75 
cents from the low point. 
of the size of the crop, the production 
of cotton seed meal for the months of 
October, November and December is 
limited by the crushing capacity of the 
mills and production, will be increased 
only by a slightly greater crush in the 
late spring and summer. The entire 
production of cotton seed meal from 
last year’s crop was consumed at prices 
well above present quotations and a 
year ago, meal was readily saleable at 
three to five dollars per ton over pres- 
ent prices. 
LINSEED The linseed meal market 
MEAL is steady. Crushers say 
they are behind on ship- 
ping instructions, and while the market 
isn’t any higher, yet it is noted that 
jobbers and resellers are not offering 
meal at lower prices than the mills. 
Demand is fair, and it is the concen- 
sus of opinion that linseed meal is apt 
to work higher. Stocks are light and 
the cotton seed meal market strong. 


HAY Hay remains about the same. 


There is a good demand for 
good bright hay while off-grade hay 
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Regardless’ 


is bringing little money. Good tim- 
othy, sound and good color, is bring- 
ing from $18.00 to $19.00. Receipts 
are normal. Straw is not in demand— 
bringing around $8.00. 


Cash corn prices during the 
period from September 1 to 
25 had a break of nearly 20 cents per 
bushel. On September 4 (which was 
high day tor the month) No. 2 yellow 
corn sold in Milwaukee at $1.01 and 
on September 25, the same grade sold 
at 81% cents. Some very sharp breaks 
were experienced, caused principally 
by lack of demand and weakness in 
future markets. A feature in the corn 
market during September the 
narrowing of the old crop and new 
crop futures. On September 1, there 
was a spread of 9%4 cents between 
September and December corn in Chi- 
cago and on September 25, at the 
close of the market, the difference was 
about 2 cents per bushel. Heavy de- 
liveries of corn on September contracts 
was largely responsible for the weak- 
ness in September corn futures. 


CORN 


SEEDS Movement of seeds to the 
terminal markets not 
begun in volume as yet. Crops are 


reported as large and a good season 
is anticipated. There has been no 
material change in quotations. 


OATS Cash oats prices were lower 

again during the period of 
September 1 to 25 with the price 
range on No. 3 white oats in Milwau- 
kee from 38 to 41 cents per bushel. 
The high day was September 17 when 
41 cents was paid and the low price 
of 38 cents was paid on September 25. 
On account of the prevailing low 
prices, the receipts of oats have been 
very light in terminal markets during 
the past thirty days. Oats at 38 cents 
in Milwaukee and Chicago mean less 
than 30 cents to the Iowa and Minne- 
sota farmers and’ since the price has 
dropped below 1 cent per pound to 
the producer, there has been a notice- 
able decrease in cash offerings. 


BARLEY Cash barley prices on the 

better quality malting held 
fairly steady during September. The 
choice and fancy Wisconsin No. 3 
barley sold as high as 78 cents on the 
Milwaukee spot market. The oats 
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mixed and lower grades suffered quite 
a decline in prices with some sales of 


fairly good feed barley being made 
down around 60 to 65 cents per bushel. 
Very little export reported 
during September. 


business 


RYE Cash rye prices show a range 
of about 20 cents per bushel in 
the eastern terminal markets during 
the period September 1 to 25. High 
price paid during the month for No. 
2 rye was 93% cents on September 
4, and the low price of 74 cents was 
paid on September 24. The move- 
ment of the country had 
been disappointing. Receipts of rye 
in all markets have been 
unusually light for the month of Sep- 
tember. 


rye from 


terminal 


COAL eastern coals are 

advancing due in great meas- 
ure to the present anthracite strike. 
A few days ago over 1,500 miners from 
the Indiana fields went on strike over 
a controversy which has not been 
settled. Any man's guess is as good 
as anothers as to further walkouts in 
the bituminous fields in sympathy with 
the anthracite strike. 


Prices on 


J. A. BIELCH is erecting a build- 
ing to house his feed and seed store 
at Spooner, Wis. 


Minneapolis Feeds 


Prepared by the Minneapolis branch office. 
Hay, Feed. and Seed Division, Bureau of 
Agricultural Economics 


Minneapolis (September 23)—The 
market on wheat mill feeds was in a 
dull and depressed state of affairs dur- 
ing the past week. Middlings were in 
fair demand but the demand for bran 
was lacking. Southern markets con- 
tinued to absorb the greater part of 
the Northwestern output of middlings 
and prices on this feed were fairly 
well maintained. 

Although the bran market has been 
easy, still there are a good many of 
the larger handlers that calculate that 
the market has a good 
base around the $22.00 level and it is 
the belief of many operators that it 
will not break through this figure. 
Movement to the head of the lake has 
recently been freer, due to heavier out- 
put and slack demand for prompt ship- 
ment stuff. Most of the selling 
pressure thus far has been brought 
about by interior mills, with city mills 
not as yet offering anything in a large 
way. Some of the trade expect heavier 
offerings to come in shortly but even 
with the present dull market, it is 
thought mills could sell their entire 
output up to the first of the year at 


established 


Personal Attention Ship to 


ROY I. CAMPBELL 


COMMISION MERCHANT 


GRAIN AND SEEDS 


MILWAUKEE, 


WISCONSIN 


Authorized Successor to, RUNKEL & DADMUN 


Bay 
PURITAN BRAND 


The genuine live reef crushed oyster 
shell for poultry. 


Packed in new 100 lb. burlap bags. 
CHICK, MEDIUM and COURSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


THE CRUSHED OYSTER SHELL CO. 


BILOXI, MISS. 


the $22.00 mark were they disposed to 
do so. It looks like a race as to which 
will come in first, the consumptive 
demand or heavier mill offerings. 

The linseed meal market has been 
pretty well pegged for sometime 
around the $43.00 mark. Mills will 
soon be operating to full capacity and 
it is thought that oil meal should 
reach its most attractive level within 
the next two or three weeks. Many 
bids are reported in by large jobbers 
and mixed feed manufacturers at 
$42.00, but no confirmation of business 
at this basis. 

Quotations on feed stuffs today for 
prompt shipment are as follows: 

Standard bran, $22.50; pure bran, 
$23.00; standard middlings, $25.50@ 
$26.00; flour middlings, $28.00@$29.00; 
red dog, $38.00@$40.00; 34% 
meal, $43.00. 


linseed 


CHAS. L. LUEDTKE of the 
Bureau of Agricultural Economics, 
United States Department of Agricul- 
ture, Washington, D. C., called on 
grain men in the Milwaukee Chamber 
of Commerce recently gathering statis- 
tics on barley. 


NEW USE FOR FEED 

Scratch feed was put to a new use 
at Oregon, Wis., this summer when 
guests at a wedding used it instead of 
rice in sending the newlyweds off on 
their honeymoon. The wedding party 
ran out of rice at the station and an 
enterprising Oregon feed dealer sup- 
plied the scratch feed. 


H. EBBE is the new manager of 
the Farmers Produce Co., Marshfield, 
Wis., succeeding Mr. Matt Sternweis, 
who died in July. Mr. Ebbe is now 
enlarging the office in his warehouse 
by putting in a new front. He is also 
building a large addition to his ware- 
house, which will double the storage 
capacity. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned, 37 pound No. 3 
white oats. They will please 
your trade. 


Operating Elevator “L” 


MINNEAPOLIS, MINN. 
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Store Displays Are Real Help 
In Selling Feeds 


Attractive Exhibits Always Encourage Farmers 
To Try Special Products—Eliminate Dull Season 


ISPLAY of feed in retail feed 
D stores up to a few years ago 

was practically an unknown 
thing. Times have changed however. 
Every dealer must be made to real- 
ize the value of display—that in a good 
many instances certain types and kinds 
of feed are purchased, not because 
there really was a desire to purchase 
them, but because the customer hap- 
pened to see a bag and the feed looked 
good to him. 

In one retail feed store in one of 
the lake shore counties, it was found 
over the course of a year, that an aver- 
age of forty-two customers came into 
the store every day. No display of 
any kind was made, although that 
store carries one of the largest and 
most complete stocks in the state. 
Sales were at a standstill. 

It then occurred to the manager 
that an attractive display would per- 
haps be of interest. Considerable 
time was spent in arranging and mak- 
ing the display. Every specialty in 
the feeding line, as well as the stand- 
ard feeds were given place, and it was 
noted after forty days, while the aver- 


GEO. F. DAVIS, well known to 
many feed dealers as advertising man- 
ager of the Hales & Hunter Co., Chi- 
cago, resigned that connection effective 
October 1. Mr. Davis is now associ- 
ated in the advertising department of 
the Curtis Publishing Co. 


W. L. BLOWS, manager of the 
Blatchtord Calf Meal Co., Waukegan, 
Ill., called on friends at the Milwaukee 
Chamber of Commerce about the 
middle of September. 


Established 1880 


Paine, Webber 
& Company 


Members 
NEW YORK STOCK 
EXCHANGE 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 

EXCHANGE 

YORK COTTON 

EXCHANGE 

CHICAGO BOARD 
OF TRADE 


94-100 MICHIGAN ST. 
Telephone Broadway 5780 


MILWAUKEE 
E. J. Furlong, Resident Partner 


NEW 


age number of customers 
the same, the average sale per cus- 
tomer was higher. Farmers, in look- 
ing over the display, found that their 
dealer carried stock they had been 
reading about but had never used. 

Neat attractive stores with good dis- 
plays are absolutely necessary. 
Through interesting displays you can 
get your customers to try, more easily 
than by any other way, one or an- 
other of the special purpose 
you carry in stock. 

Every case individual at- 
tention, but sometime when time 
hangs heavy—try out a display of one 
kind or another and then note its 
results. 


remained 


feeds 


requires 


CRAITE MILL SOLD 

The Craite mill, located on the 
Omaha tracks at Rice Lake, Wis., was 
recently purchased by Harold Amodt 
of Deer Park, Wis. The New Rich- 
mond (Wis.) Roller Mills, which had 
been occupying the mill, will continue 
representation at Rice Lake. C. A. 
Christofferson, who has been manager 
there for some time, has severed his 
connection and for the present will 
take a vacation. Lloyd Gowan has 
succeeded him as local representative. 


Walter 
Burlington 


Uebele, proprietor of the 

(Wis.) Feed Co., reports 
that recent storms caused a $500 dam- 
age to his warehouse. Mr. Uebele 
says that business is fair at the pres- 
ent time. 


MANAGER: KERN, of the Sparta 
(Wis.) Produce Co., is another dealer 
who attended the Wisconsin State 
Fair. He reports that it was “awfully 
dry.” 


High Class Salesman Wanted ! 


Must be experienced in selling machinery to the Milling Trade, Feed 
Millers, Custom Millers and Mixed Feed Plants. 


Must be capable of securing and inanaging high class salesmen. 


—to sell a new and patented 


machine 


which converts the ordinary 


grinding or attrition mill into a universal grinder. 


With this attachment the ordinary 


attrition or Burr Mill will grind 


ear corn, small grain, hay or any roughage, alone, or in combination and 
mixed to any predetermined proportion before grinding. 


This is the most wonderful invention of its kind. 


It is already meeting 


with ready sales and where installed is increasing mill capacity 50% to 
00% 


Only those of proven sales 


ability 


will be considered. The man 


selected will find this a real worthwhile proposition. 


Reply by letter. 


Ail correspondence confidentially treated. 


Address 


S. E. Peterson, care of Porter-Eastman-Byrne Company, 22 W. Monroe St., 


Chicago, Ill. 


IMMEDIATE SHIPMENT 
MIXED CARS 


Pure Bran 


Flour Midds ~ 


John E. Geraghty, President 


Middlings 
Red Dog 
34% O. P. Oil Meal 
Straight or Mixed Cars 


“Get Acquainted with Our Sudden Shipment Mixed Car Service” 


NORTHWESTERN FEED CO. 


511 Metropolitan Bank Building 
MINNEAPOLIS 


Ask 
for 
Prices 
Delivered 
Your 
Station 


Maurice J. Beaubaire, Secretary 
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The La Salle Cash Grain Co., 324 
Sherman Street, Chicago, IIl., has 
incorporated under the laws of Illinois 
with a capital of $10,000. The incor- 
porators are Edward A. Green, David 
L. Bassalouz and Frank A. Wells. 


WOULD REOPEN ELEVATOR 

Interested members of the Equity 
Exchange of Prescott recently held a 
meeting at New Ellsworth, Wis., to 
discuss the advisability of reopening 
the Equity elevator at that city. The 
general sentiment seemed favorable to 


the project and a committee of six, 


including Charles Mallon, S. P. 
Roatch, Elling Hougrose, Louis Chris- 
tenson, Frank Svec and George Koller, 
was appointed investigate the 
desire of the farmers of the neighbor- 
hood. 


JOHN F. CAVENAUGH has re- 
cently succeeded Harry Gray as fed- 
eral supervisor of grain inspection in 
the Milwaukee market. Mr. Gray is 
now located at Duluth. 


L. E. UTTER, of the Cooper-Utter 
Co., Nashota, Wis., is almost as well 
known a motorist as he is as a feed 
dealer. In motoring circles Mr. Utter 
is prominent as a member of the execu- 
tive committee of the Wisconsin State 
Automobile Association. 


HERMAN FRANKE of the Franke 
Grain Co., pioneer Milwaukee firm, re- 
turned to the Wisconsin metropolis 
recently after having spent an enjoy- 
able summer at Tomahawk Lake. 


LIVESTOCK 
Iowa Dairy Feed 


Minro Molass Hog Feed 
i Sugared Sugarene Feed 
Alfalfa Molasses Feed 
Hominy. Feed 

Cracked Corn 

Corn Meal 


Phone Badger 4749 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Manufacturers of the Following Line of Livestock 
and Poultry Feeds. Shippers of Corn and Oats. 


MIXED CARS OUR SPECIALTY 
Operating Mill and Elevator at Cedar Rapids, Iowa 
Wire Cedar Rapids for Prices on Corn and Oats 


Wisconsin Representative, Paul B. Clemons 


POULTRY 
Golden Buttermilk Laying Mash 
Golden Buttermilk Growing 
Mash 
Golden Buttermilk Starting 
Mash 
Golden Egg Scratch Feed 
Golden Egg Chick Feed 
Iowa Scratch Feed 
Iowa Chick Feed 
Skylark Cornless Chick Feed 


Madison, Wis. 


Order Now 


THE OHIO MARBLE CO. 
P. O. Box 911-A, Piqua, Ohio 


‘*The Double Purpose Grit’’ 


Grain and seed dealers the country 
over who handle PEARL GRIT 
are doing an ever increasingly 
larger business because PEARL 
GRIT never fails to give satisfac- 
tion. 

Repeat orders follow invariably 
when once tried. 

PEARL GRIT is a hard white 
limestone grit and the high lime or 
calcium content increases egg pro- 
duction and makes healthy poultry. 
Recommended by feed experts at 
the experimental colleges. 

Write for prices and information. 


MANAGER WHITNEY of the 
Harmony Cooperative Produce Co., 
Colby, Wis., reports that his company 
is remodeling and greatly enlarging 
the capacity of its elevator. Colby is 
a second Plymouth when it comes to 
cheese and Mr. Whitney is kept hump- 
ing right along in the feed business. 


WILLIAM FRANK, well-known 
Jefferson, Wis., dealer, is remodeling 
his feed warehouse and grain elevator. 
Mr. Frank says that he has needed a 
larger capacity for several years. 


A. F. HINTZ, manager of the Bad- 
ger Farmers’ Co., Ripon, Wis., called 
on Milwaukee friends a short while 
ago. Hr. Hintz, with two friends, re- 
cently purchased the Ripon Packing 
Co., packers of pickles. Mr. Hintz re- 
ports a very successful season in the 
feed business as well as in pickling 
pickles and if the pickle business keeps 
up will no doubt have to change his 
name to Heinz. 


JOHN BARRETT, Montello, Wis., 
reports that the rye crop in his locality 
will be short this year. Some of the 
farmers there, he says, planted oats 
May 12 on a field of poor rye and sub- 
sequently raised from 60 to 70 bushels 
of oats per acre on the tract. 


E. J. KOPPLEKAM 


GRAIN FUTURES 
373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 1783 


Twine Needles 


If its a BAG, We Have It. 
Should You Have a Surplus, 
“We want it.” 


Fredman Bag Co. 
Established 1889 


36 Years Honest Service 


MILWAUKEE, 
WISCONSIN 
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F. A. RUENITZ, mayor of Spring- 
field, Minn., president of the Spring- 
field Milling Co., and “King” of the 
Sauerkraut Kingdom, was in our midst 
one day last week. He declares that 
the consumption of sauerkraut is 
steadily increasing from year to year 
and the potent porage extracted in 
this delicacy is now being served as an 
appetizer in the leading clubs of this 
country. 

FRED YERGES, feed and grain 
dealer at Reeseville, Wis., was with us 
for a day trading with Milwaukee 
dealers and keeping in close touch 
with market conditions. 


“UNCLE JOHNNIE” J. Leonard 
of Beaver Dam, Wis., visited his 
friends on ’change last month on re- 
turning home from G. A. R. encamp- 
ment at Grand Rapids, Mich. Mr. 
Leonard has passed his eighty-third 
birthday and is as active and spry as 
a man half his age. He is a great 
uncle of Leonard J. Keefe, commission 
merchant in the Milwaukee market. 


J. ERNEST McLAUGHLIN 
Certified Public Accountant (Wis.) 


of 
McLAUGHLIN and COMPANY 
Audits—Costs—Systems 
1822 First National Soo Line 
Building 
Minneapolis, Minn. 
Grain and Milling Audits 


HENRY KIRCH, veteran miller 
and feed handler at Mazomainie, Wis., 
accompanied by his brother, visited 
the Milwaukee Chamber of Commerce 
while attending the Wisconsin State 
Fair. Mr. Kirch is well along in the 
eighties and continues to enjoy good 
health. 

A. J. PETERSON, genial feed and 
grain dealer at Oconto Falls, Wis., 
visited the trade on ’change while in 
Milwaukee attending the Wisconsin 
State Fair. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED, 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


H. L. BEECHER was reelected 
president and general manager of the 
Eagle Roller Mill Co. New Ulm, 
Minn., at the annual stockholders’ 
meeting which was held on September 
12. Other officers are: E. C. Veeck, 
first vice-president; C. A. Taney, sec- 
ond vice-president; A. O. Olson, sec- 
retary-treasurer; and William Stelljes, 
assistant secretary. 


Genuine German 
Cooking and Baking 


by Lina Meier, size 514x8, bound in 
full cloth, is published in English- 
German (832-pp.) $4.50; in English 
(416-pp.) $3.00; in German (416-pp.) 
$3.00. Ask your book-seller; if he 
cannot supply it, call at the pub- 
lishers: Wetzel Bros. Printing Co., 
328 Broadway, Milwaukee, Wis. 


Broadway 2536 


KERN & MANSCHOT 
FLOUR BROKERS 
Hard Spring, Hard Winter, 
Semolina and Genuine Wisconsin 
Rye Flour 
803 Mayer Building 
MILWAUKEE, WIS. 


Minnesota Feed Company 


Feed, Grain, Screenings 
Write for Prices 


MINNEAPOLIS, MINN. 


104 to 114 Jefferson Street 


Phone Broadway 2986, 2987 


CORCORAN BROS. CO. 


WHOLESALE AND RETAIL 
HAY, GRAIN, SHAVINGS AND EXCELSIOR 


Office, Elevator and Warehouse 


MILWAUKEE 


“A Square Meal and a Square Deal” 


Chamber of Commerce 
RESTAURANT 


353 Broadway Milwaukee 


DUHNE & CO. 
SCREENINGS 
FEED GRAIN 
Salvage Grains 
Chamber of Commerce 
MILWAUKEE, WIS. 


M. G. RANKIN CO. 
Grain and Feed 
Chamber of Commerce 
MILWAUKEE 


NEWTRIO 
DAIRY RATIONS 


Manufactured by 
NEWTON FEED COMPANY 


Milwaukee, Wisconsin 


| GRAIN EXCHANGE 


Western Terminal Elevator Company 


Can ship direct from our terminal at Sioux City or from our country elevators 
Wire for delivered price on corn and oats 


SIOUX CITY, IOWA 


Get 


You Can Pay More—BUT You can- 
not buy Better Feeds than SQUARE 
DEAL FEEDS. 


our 
- SQUARE DEAL FEEDS, and any- 
thing else you need in the feed and 
grain line, before buying your next 
mixed car. 


THE DADMUN COMPANY 

Manufacturers of High Grade Feeds for Poultry, Calves, 
Pigs and Cows 

WHITEWATER, WISCONSIN 


Storage Capacity—1,500 tons sacked feed, 35,000 bushels 
bulk grain. 


samples and prices on 
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CLASSIFIED 


Classified advertisements may 
be inserted under this head at 
25c per 6 point type line. 


For Sale—One Fairbanks-Morse track scale 
serial No. 115155, capacity 140,000 Ibs., beam 
graduated to 12,000 Ibs., balance beam gradu- 
ated to 1,000 Ibs., size of platform 7 feet by 
42 feet. W. O. GOODRICH CO., Milwaukee. 


MANAGER BIRKHOLZ, of the 
Omro (Wis.) Cooperative Co., was a 
caller at the Milwaukee Chamber of 
Commerce early in September. Mr. 
Birkholz is the father of three-months- 
old twins which he reports are doing 
nicely. 


MR. ORWIN of Schultz & Orwin, 
feed dealers at Cottage Grove, Wis., 
was a recent visitor at the Milwaukee 
Chamber of Commerce. 


DECLARE 10% DIVIDEND 


The Oakfield (Wis.) Elevator Co. 
held its annual stockholders meeting 
and elected officers for the ensuing 
year as follows: F. J. Briston, presi- 
dent; F. B. Lurvey, vice-president and 
treasurer; F. L. Cowles, secretary; and 
C. H. Parduhn, manager. Directors 
named at the meeting were F. J. Car- 
penter, F. L. Cowles, F. B. Lurvey 
and S. A. Smith. The company had a 
prosperous year and declared a divi- 
dend of 10 per cent. — 


100 LBS.NET 


PURE OLD PROCESS 


LINSEED MEAL 

WILLIAM 0. GOODRICH COMPANY 
MILWAUKEE. WIS. 


GUARANTEED ANALYSIS 
MINIMUM PROTEIN 34% 
MINIMUM FAT 
MAXIMUM FIBRE 7 


1875-1925 


50 YEARS OF HONEST 
ENDEAVOR TO PRODUCE 


THE HIGHEST QUALITY ONLY 


If you are our customer, you will satisfy your customer 


flock of poultry. 


Because you are particular in choosing your own food, 
exercise the same care in selecting feed for your poultry. 
Prominent poultrymen and dealers everywhere recommend 


DARLING’S MEAT SCRAPS 


| 
The Standard of Quality 
i 


State Distributors 


LaBUDDE FEED 
& GRAIN CO. 


MILWAUKEE 
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Eating is a Science 


| What is eaten, as much as anything else, determines 
| the health and happiness of the family. So it is with your 


Darling’s Meat Scraps will make your 
chicks happy, strong and thrifty growers, and insure 
heavy egg yields from the older birds. 


DARLING & COMPANY, 
UNION STOCK YARDS | 
| 


CHICAGO 
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H. O. JUNKMAN 

H. O. Junkman, well-known grain 
shipper and grain dealer of the Ells- 
worth branch of Omaha, died on Aug- 
ust 23 at the Abbot Hospital, 
Minneapolis. Mr. Junkman had been 
in uncertain health for several years 
and finally submitted to an operation 
in an attempt to relieve his trouble. 
The operation was unsuccessful and he 
died twelve days after it was per- 
formed. Roy Junkman, a son operat- 
ing the Ellsworth branch station, has 
been appointed administrator under 
his father’s will and will continue the 
business as in the past. For the pres- 
ent he will also continue to operate the 
Elmwood and Baldwin branches while 
R. W. Junkman, another son, will con- 
tinue to operate the River Falls branch 
station. 


The L. Bartlett & Son Grain Co., 
Milwaukee, Wis., has been incorpo- 
rated with a capital of $30,000. H. H. 
Peterson, E. H. Hiemke and H. E. 
Peterson are included among the in- 
corporators. 


The offices of the Froedert Grain & 
Malting Co., Milwaukee, were moved 
on September 1, from 86 Michigan 
street to 206 Chamber of Commerce 
building, across the street from their 
former location. The L. Bartlett & 
Son Co., which formerly occupied the 
new Froedert offices, has moved to 403 
Chamber of Commerce building. 


BENTLEY DADMUN, feed dealer 
and manufacturer at Whitewater, Wis., 
is remodeling and enlarging his ware- 
house and mill. 


C. E. HIGBIE, known to the trade 
through his former connection with the 
Deutsch & Sickert Co., Milwaukee, is 
now manager of the hay department 
of the Farmers Produce Co., Chippe- 
wa Falls, Wis. 


Menomonie Milling 
Company 


Manufacturers of 


Barley Products and 
Feed 
Pearl Barley 
Our Specialty 


BYRON L. KABOT 
Secretary and Manager 


Menomonie, Wisconsin 


4 
= 
| 
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PARTNERS VISIT MILWAUKEE 
Messrs. Melcher and Illig of the firm 
of Melcher & Illig, Juneau, Wis., called 
on their friends in the grain business 
at Milwaukee recently. They report 
that business is very fair at the pres- 
ent time and predict that the year will 
be a big one. The firm of Melcher & 
Illig succeeded to the business of A. 
A. Nowak, formerly president of the 
Wisconsin-Illinois Feed Dealers’ Asso- 
ciation. Mr. Nowak is now in the 
hemp business operating a very suc- 
cessful factory at Beaver Dam, Wis. 
WILLIAM COUGHLIN, promi- 
nent dealer of Clyman, Wis., has just 
completed a number of improvements 
to his warehouse and elevator prop- 
erty. Among other things he has 
installed a new feed grinding plant in 
a new building. He expects to do a 
big business during the ensuing year. 


Harvey & Raisbeck, coal, feed and 
produce dealers at Cuba City, Wis., 
have dissolved partnership. Mr. Harvey 
will continue the business. 


Wholesalers of dried buttermilk are 
reported to be anticipating an unusual- 
ly large demand for their product, pre- 
dicting that there will be practically 
no surplus buttermilk to be had in 
the market this fall and winter. 


The Sussex (Wis.) Cooperative 
Company exhibited a tractor at the 


annual Agricultural Exposition which 
was held at Sussex September 24 and 
25. The exhibition attracted many 
farmers and other interested specta- 
tors, according to Doug. Richardson, 
manager of the Sussex Cooperative 
Co: 


DEALERS STORING HAY 


A good many feed dealers through- 
out the Central Northwest are reported 
to be buying and storing what hay 


they can. With oats high and hay 
cheap as compared with mill feeds and 
everything else in the feed line, indica- 
tions are the hay will bring much 


higher prices this fall and winter. 


Get Our Samples and Prices 


Chamber of Commerce 


Barley, Wheat, Oats. Rex Oats Suit- 

able for Seed. Mill Screenings, Oats, 

Mill Feed, Linseed Oil Meal, Ground 

Barley, Ground Oats, Corn and Oat 
Feed. 


We specialize in service to the feed trade. 


STUHR-SEIDL CO. 


Minneapolis 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures’’ 


Special Attention to Hedges 


Prairie Queen Flour 
Is Good Flour 


Let us show you Wisconsin 
dealers who say, “If we can 
get a customer to buy one bag 
of Prairie Queen he'll come 
back to buy a barrel.” 


SCOTT - LOGAN MILLING CO 
SHELDON, IOWA 


WAREHOUSE MILWAUKEE 


A COMPLETE LINE OF MILL FEEDS AND SACKED 
GRAIN IN STOCK. IF ITS IN THE FEEDING 
LINE, WE HAVE IT. NEARLY ONE 
HUNDRED COMMODITIES IN STOCK 


SPLIT CAR ORDERS A SPECIALTY 


Phone Broadway 1090 


or wire 


LaBUDDE FEED & GRAIN CO. 


MILWAUKEE 
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BANANA OIL 
Bring on the moon, the stars are out. 
A horse, a flea and some mice 
Sat in the corner shaking dice. 
The horse slipped and fell on the flea; 
Said the flea to the mice 
That’s a horse on me. 


From all accounts of grade-crossing 
encounters, we have formed the un- 
shakeable conviction that a locomotive 
can always lick an automobile. 


READY-MIXED 
A dealer in building supplies re- 
ceived the following letter from a far- 
away customer: “Dear sir: please 
send me enuf striped paint in a can 
for my barber-pole, the pole; should 
be read and white.” 


FIBRE 


We’re Never Too Busy 
To Laugh 


100 Lbs. Net 


LINSEED MEAL 


PURE OLD PROCESS 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 34% 
FAT MINIMUM 6% 
FIBRE MAXIMUM 9% 


Droy Product» GLASS CO. 


RED MINN. 
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SUBSTITUTE FOR RICE 
It was in the thriftiest of all thrifty 
boarding houses. 
“Mother,” asked 


the landlady’s 


daughter, “what shall I do with these - 


basting threads?” 

“Give them to me,” was the reply, 
“and I’ll stir them into the frosting 
for the cocoanut cake.” 


In olden days, fools blew out the 
gas; nowadays, they step on it. 


TELL THE TRUTH 
An Irishman, going through a cem- 
etery, read the inscription: 
Still Live.” 
“Well,” he declared after ruminat- 
ing a while, “if I was dead I’d own 
up to it.” 


SHOOK TO DEATH 
Unconfirmed reports say an African 
lion swallowed a flivver a few weeks 
ago. He forgot to shut off the engine, 
however, and shook to death in fifteen 
minutes. 


Buy 
Corn, Oats 
or Barley 
Here 


‘building to be used as 


Deutsch & Sickert Co. 


400-402 Chamber of Commerce i 
MILWAUKEE, WISCONSIN | 


Jobbers and Distributors of | 


High Grade Feed of All Kinds i 


CROWN 


1414% Protein, 8% Fat, 14% Fiber | 
| NONE BETTER | 


GROUND SCREENINGS 


If you are not satisfied with your 
lot—build a service station on it. 


DON MIHILS SAYS: 
The only man who has a right to 
look down on others is the man in an 
airplane. 


The average motorist can’t under- 
stand why the Lord made the pedes- 
trians so dumb. 


HE SAW THROUGH IT 
Man: “I'd like to buy a diamond 
necklace for my wife.” 
Floorwalker: “Glassware in Aisle 
19.” 


The way of the transgressor is 
hard, but he is never lonesome. 


MODERN CHANGES 


He: “Dearest, our engagement is 
off. A fortune-teller just told me that 
I was to marry a blonde in a month.” 

She: “Oh, I can be a blonde in a 
month!” 


Hungry Dealer in Chamber of Com- 
merce Restaurant: I want three good 
eggs fried, and I want ’em bad. 


NELS SIMONSON is erecting a 
a coal ware- 


house at Centuria, Wis. 


High Grade 


Send Us 
Your Grain 
and 
Hay 


Consignments—“To Arrive” Offers 
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A. W. KIESELHORST has pur- 
chased the elevator at Bear Creek, 
Wis., formerly owned by the Bear 
Creek Cooperative Co. 


The Sinaiko Bros. Coal Co. of Madi- 
son, Wis., has recently purchased the 
C. F. Cooley coal yard at 132 N. 
Frances street, Madison. 


CRANE EXPANDS BUSINESS 

On September 16 E. J. Crane, 
widely known seed and feed man, held THE FR ANKE GR AIN CO 
a conference of his branch managers ° 
at Chippewa Falls, Wis. The after- 
noon and evening were spent in view- Established 1892 
ing the sights and exhibits at the 
Northern Wisconsin State Fair. GRAIN AND FEED 

Mr. Crane has recently purchased 
the business of the Burns Produce 
Company at Stanley, Wis., and will MILWAUKEE, WISCONSIN 
operate that as a branch. He _ has 
also purchased the business of the 
Cooperative Farmers at Cadott, Wis. 
At the latter place a new elevator is 
being built adjoining the feed ware- 
house. At Stanley the Burns property 
has been painted the well known 
smokey grey and black colors of the 
Crane concern. These additions give 
Mr. Crane branches at Owen, Abbots- 
ford, Edgar, Stanley, and Cadott, 
besides the home plant at Chippewa 
Falls. 


Alone in Grinding Capacity 
and Low Cost of Operation! 


Millers: You expect to install a grinding plant for a lifetime—for full capacity to take care of any 
increasing demands of your business — for the very lowest cost of upkeep and operation in all the years to © 
come. You make sure of this—you eliminate competition—when you put in th wer 


“JAY BEE”? 


J. B. SEDBERRY 


Standard Direct Connected | 
Crusher - Grinder - Pulverizer on power 


3450 r.p.m. 
Jay Bee Direct Connected requires the least space. Its 3450 r.p.m. oe 
motor has proved its practicability. It rans 3450 r.p.m. on thé load — [9 , Esvipes? 4 


with tk 


all the time! Direct operation of motor eliminates belts and belt cost. | Sarzieti2t; | | wrel’aigwer cos 

Motor and mill on same substantial iron base, assuring perfect align- |§ Doubis-Sroui |] other erindine 

ment and eliminating vibration. , 
Jay Bee units are complete, compact and automatic in JF ; oa 

every respect. Feeding, grinding, relieving the mill of the [& 

finished product is completed in one continuous operation, 

eliminating the use of auxiliary conveying equipment. 


Write for full descriptive literature Sian, Michigan, We 


J. B. SEDBERRY, Inc. 


118 Hickory Street Utica, N. Y. 
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BARLEY! 


WISCONSIN DEALERS 
LOCATED ON THE C. & N. W. RY. 
DO YOU SELL IT? 


If so, send us your samples, state quantity you 
have to sell, and we will give you bid f. o. b. your 
station, net to you. We are paying high prices for 
good quality Wisconsin barley. 


THE LADISH-STOPPENBACH CO. 
MANUFACTURERS OF MALT 


General Office, Milwaukee, Wis. 
Malt House, Jefferson Jct., Wis., on C. & N. W. Ry. 


Good Prices Quick Returns Honest Weights 


MORE 
DEALERS! 


We need more dealers 
to handle 
Platten’s 


Superior Brand 
Mineral Meal 


Superior in every way. 


Highest in quality. 


Best margin for you—Fastest 
turn-over. 


Repeat orders. 


Reasonably priced. 


Protected territory—Get the 
agency in your community. 


Write now—Right now—for our 
dealer proposition. 


PLATTEN PRODUCE (0. 


GREEN BAY, WIS. 


FROEDERT GRAIN & MALTING CO. | 


Grain Merchants and Elevator Operators 


Operating Elevators at Milwaukee, Winona, Minn., and Red Wing, Minn. 


Members of Leading Exchanges 


MILWAUKEE, WIS. PLANT 


WINONA, MINN. PLANT 


Elevator and Storage Capacity 2,500,000 Bushels 


Our prices are always in line 
Due to the fact that our operating expense is divided between our grain 
and malting departments 


Don’t fail to get in touch with us when again in the market 
We specialize in corn, oats, barley, poultry wheat. 


““We Ship What We Sell’’ 
Long Distance Phone Broadway 5600 -:- MILWAUKEE 
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MIX 


to any pre-determined proportion. 


Unlike any other method the Universal Mixer-Feeder System prepares 
and mixes feeds before grinding. Consequently a more uniform mixture 
is produced, as the mixed feed is ground together. 


Universal Mixer-Feeder 


Serves a Four-Fold Purpose 


1 Makes a complete feed milling plant, when 
* used in connection with any attrition, buhr or 
hammer mill. You can then grind any or all feeds, 
including all roughage, ear corn with or without 
the husk, corn stalks with or without the ears, all 
kinds ot hay, all shelled and threshed grains, 
screenings, bran to the consistency of shorts. In 
fact, any or all feeds, separately or mixed—with 
ess labor and less cost than by any other 
method. 


2 Delivers to the mill a certain pre-determined 
* proportion of any or all feeds to be ground, 
thus producing a properly proportioned mixture. 


3 Feeds at a uniform rate of flow, elimating peak 
* loads and slugging, which cannot be prevented 
when the mill is spasmodically and irregularly fed. 


4 Increases the capacity of the mill 50% to 
* 100%, dependingupon the degree of fineness, 
with no additional power. 


Low Cost! Installation Simple and Inexpensive 
Backed by 60 Years’ Manufacturing Experience 


Whether you operate an attrition, buhr, or hammer mill you 
will then be in a position to do any feed grinding business 
which can be done in any up-to-date mixed feed plant. 


With the Universal you can produce an accurate mixture of 
ground feed the quickest way possible, with the least hand- 
ling expense, and with the least power. 


The Universal used with any attrition or buhr mill regardl 


can be done on a modern high-priced hammer mill. 


You can deliver better grist than ever before—you can in- 
crease your custom grinding very materially if you use a 
Universal Mixer-Feeder. The better grinding you can do will 
increase your good will and help you secure patronage you 
cannot otherwise get. You can secure a greater outlet for high 


of model or make enables the owner to do any work that 


P feeds such as oil meal, cottonseed meal, etc., because 
of your better grinding and increased number of customers. 


The Universal Mixer-Feeder Co. 
824 Exchange Avenue - Chicago, Illinois 


Illustration to left shows in- 
stallation of the Universal 
Mixer-Feeder in the mill of 
Zeller & Son at Genoa, Ill. 
Since the Universal was put in 
it has more than doubled the 
business of the plant. 


Increases 


The Universal Mixer-Feeder Cuts, Shreds, Crushes, 
Mixes Any Kind of Feed for Any Grinding Mill 


Here is the machine that everybody who grinds feed has been looking 
for. It is the only machine of its kind on the market. Prepares all kinds 
of hay, corn stalks, any roughage—ear corn, with or without husk, oats, 
barley, wheat, etc., so that they may be easily and economically ground 
on an attrition, buhr, or hammer mill—either singly or with other feeds 


Write Today! 


Write today for full informa- 
tion. We will gladly send you 
detailed description of the 
Universal Mixer-Feeder. You 
cannot afford to be without it! 


ey 


TO ALL MIXED CAR BUYERS 


KING MIDAS 


MILCOMPANY, MILL CompANY: 
MINNEAPOLIS, MINN: MINNEAPOLIS MINN. 


KING MIDAS MILLCO 


MINNEAPOLIS, MINN. 


FLOUR 

THE HIGHEST PRICED FLOUR IN AMERICA- AND WORTH ALL IT COSTS WN 

| WHEAT |_ | WHEAT | 

| | WHEAT |MIDDLINGS| | FLOUR | 

BRAN | __|MIDDLINGS | 

Kine Mipas| KINGMIDAS | __ 
MILLCOMPANY}, 

MINNEAPOLIS, MINN. 
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